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CHAPTER I 
INTRODUCTION 
Statement of the Problem 
The problem of the thesis was to study the nature 
and extent of ~ustomer understanding of investments and 
investment services. 
Justification of the Problem 
The investment picture in American lire has under-
gone numerous changes since the 18th century. According 
to James H. Goddard of J. H. Goddard & Co., Inc. of 
Boston, the number of investors in the United States who 
owned common stocks was relatively small, possibly less 
than .500,000. 
The purchase of Liberty Bonds for patriotic pur-
poses introduced securities to many American citizens 
for the first time. Prior to this investors had con-
fined their investments to mortgages or real estate, and 
had had little or no knowledge of the functions of the 
stock exchange. Following World War I the conversion of 
these Liberty Bonds into corporate securities, both bonds 
and stocks, represented a historical point in American 
finance. Many investors found that they could exchange 
their government bonds for corporate stocks which would 
!oston Univereitr 
School of Education 
Library 
pay a higher rate of return. It follows that many 
investors lost heavily through the conversion of their 
Liberty Bonds into speculative stocks. But fortunately 
many bought into such growing companies as General 
Motors, du Pont, the Standard Oil Companies~ and 
American Telephone. 
In 1955 the New York Stock Exchange undertook a 
survey to determine the actual number of common stock 
investors_ in the United States. This was accomplished 
by carrying out a spot check program in large corpo-
rations, such as American Telephone and General }btors, 
which cooperated by giving information as to the num-
ber of their shareholders. According to James Goddard, 
the final estimate, which is regarded as being entirely 
too low by many students of finance, was around 
5,000,000 people. 
The l atest survey taken during the current year 
shows that there are nine million Americans who own 
stock. Close to a million of this number are New England 
1 
men, women, and children. 
People without too much knowledge of the stock mar-
ket now feel that they would like to invest in American 
business. History shows that many men have succeeded in 
the creation of an estate either in the form of cash 
lstock Brokers, New Englander, March, 1958, p. 13. 
2 
savings, investments, paid-up insurance, or in the actual 
establishment of a business of their own. There are 
many cases where men have lost their savings through un-
wise investments caused by (a) over-speculation, or 
(b) unfortunate ventures in the realm of corporate fin-
ance where they lose control of the corporate interest : _  
in the business which they have established. 
Women have played an important role in the investment 
field. Insurance companies ' actuarial tables show that 
many married women have inherited considerable sums ot 
money from their husb~nds• estates either in the form of 
securities, cash, proceeds from life insurance policies, 
or an interest in a business; and they will continue to do 
so. The majority of women who inherit such property are 
not well informed in regard to investments and therefore 
must rely entirely on the advice of law,yers, an investment 
firm, or turn over their property to a bank for trust 
administration. Giving full allowance for the integrity 
and ability, or the lack of it, of all these available 
agencies, it is desirable that the widow have at least a 
working knowledge of investments in order to appraise the 
Talue of the advice and services received from any of them. 
This applies not only to widows, but also to unmarried 
women who may inherit property from their parents or other 
relatives. It follows, o~ course, that investment in 
3 
securities is a more likely vehicle ~or the productive 
management and use o~ inherited ~unds than any other 
type o~ investment, due to the fact that many women are 
not competent or sufficiently experienced to manage an 
inherited business. 
The Boston Stock Exchange and the New York Stock 
Exchange, conscious of the necessity for the public 
understanding of investments, have issued many articles 
explaining the field of investments, and they will con-
tinue to do so. In addition, a national-level educational 
program, sponsored by Rensselaer Polytechnic Institute 
and by American industry, was established six years ago 
to enable secondary school educators and industrialists 
to meet annually to study the economic and social impli-
cations of American industry. In 1956 "The American 
Securities Business 11 was selected as the subject to be 
studied. The securities industry devoted its program to 
acquaint educators with the supplementary materials it 
has designed especially for use in schools •1 This is an 
important step in education and industry because a survey 
taken in 1957 shows that the typical share owner is a 
high school graduate, is 48 years old, and lives in a 
community of about 25,000. 2 
1McCarthy, Kathryn, A Stu~z to Determine The Extent 
That Stock Market In:forma'tion s Taught in thelm'siness 
EdUCation Department,Major Project, Boston University, 
1957, p. 2. 
2Fact Book, New York Stock Exchange, Department o:t 
Public Relations and Market Development, 1957, p. 26. 
. ~ 
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Furthermore, some of the larger investment houses 
have been conducting evening classes in investments to 
educate the public, but a considerable amount of work in 
this field still remains to be done. 
Delimitation of the Problem 
This survey covered customer knowledge of investments 
according to investment firms located in Boston, Worcester, 
and New York City. It included listed houses, investment 
counselors, stock brokers from over-the-counter houses, 
and stock specialists who deal in odd lots. 
Explanation of Terms 
In order that some of the preceding and following 
statements may be understood clearly, some of the common 
terms used in this study are explained. 
1. Dealers buy and sell securities for their own 
account as part of their regular business.l 
2. Brokers act as agents in effecting transactions 
in securities for the account of others. Their 
function is to buy and sell for an investor 
customer a security at a fixed fee or rate of 
commission which is disclosed on the confirmation 
lsecurity Dealers of North America, Herbert D. Seibert 
& Co., Inc., New York, ~57, p. 1. 
or sales ticket. The function of a principal is 
employed by a broker or dealer when he buys from 
or sells to an investor customer a security at a 
net price without disclosing his profit or loss 
in the transaction. Strict limitations on the 
amount of profit to a dealer on a principal 
transaction are imposed by both the Securities 
and Exchange Commission and the National Associa-
tion of Security Dealers. 
3. Investment counselors guide the investment destiny 
of their clients for a fee, making all the buying 
and selling decisions for them and seeing that 
they are properly executed on the stock exchange.1 
4. Floor traders are men Who buy and sell stocks 
wholly for themselves.2 
6 
5. Listed houses sell both listed and unlisted stocks. 
Listing refers to the procedure by which a company 
applies for trading privileges on a national 
securities exchange. To qualify on the New York 
Stock Exchange, a company must (l) demonstrate 
earning power under competitive conditions of 
over $1 million annually, after all charges and 
taxes; (2) have net tangible assets of ov'er $7 
million, but greater emphasis will be placed on 
1Engel, Louis, How To Buy Stocks, Little, Brown & Co., 
New York, 1954, p. 123-4:-
the aggregate market value or the common stock 
where $7 million at the time of listing is looked 
for; (3) have at least 300,000 common shares 
outstanding, exclusive of concentrated or family 
holdings, among not less than 1,500 shareholders, 
after substantially discounting odd lots; (4) be 
a going concern, or be the successor to a going 
concern.l 
6. Open-end companies sell their securities continu-
ously through distributing organizations. The 
7 
price charged includes a markup ror selling costs, 
which tends to run about eight per cent of the 
value of the underlying assets. The shares may 
be sold back to the company at any time at the 
current asset value.2 
1. Closed-end companies do not buy and sell their 
OWn shares continuously. The price is determined 
by buyers and sellers in the open market.3 
8. Odd Lots in most cases are less than a hundred 
shares. 
9. Debenture bonds are backed only by the general 
credit of the corporation. 
lNew York Stock Exchange, £E• cit., p. 9. 
2Engel, op. cit., p. 141. 
- --
3Ibid., p. 141. 
10. Mortgage bonds are secured by a mortgage on a 
company's property. 
11·. Collateral Trust Bonds have other securities on 
deposit with a trustee as a guarantee that the 
bonds will be redeemed and the interest paid on 
them.. 1 
12. Common stocks represent part ownership in a 
company. 
13. Proxies are used when a stockholder cannot attend 
8 
an annual meeting and he allows one or the orricers 
or the company to act as his representative and 
vote in his stead. 
14. Warrants are rights to subscribe to a new stock 
/ 
. / 
in proportion to the stockholder's present hold-
ing. The price is set higher than the quotation 
at the time of issuance. These rights run ror 
a long period of time. 2 
15. Rights bear some resemblance to warrants that 
are issued by corporations to their stockholders 
in connection with the sale or additional stock, 
but they run for a short time, usually about 60 
days, and call for a rixed price, usually under 
the market at the time or their authorization.3 
1Ibid., p. 26. 
2Graham & Dodd, Security Analysis, McGraw-Hill Book Co., 
New York, 1940, p. 636. 
3~., p. 636. 
Organization o~ the Chapters 
Chapter I states the problem, orfers a justi~ication 
for the research undertaken, and explains some o~ the 
terms used in the study. A review of related literature 
and research is presented in Chapter II, while Chapter III 
contains the procedures followed in the study. Analysis 
and interpretation of the data are presented in Chapter 
IV. Chapter V includes the summ&ry o~ the findings and 
the conclusions of this study. 
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CHAPTER II 
REVIEW OF RELATED LITERATURE AND RESEARCH 
Baekgro~d reading :ror this study varied from boeks 
tilled with excellent advice :ror the beginner to theses 
that set :rorth the need tor understanding the stock 
:market. 
The stock market has had a phenomenal growth in the 
20th century and Edward J. McCormack1 brings out this 
growth and the great interest iri that field by stating: 
In 1914 the New York Times was carrying two 
pages ot financial news ot stock quotations 
when World War I began, and t~e public 
participated in goTernment buying. Before 
,the ·war it was estimated there were only 
200 1 000 security owners in the country, 
afterwards there were 20 ~ million, including 
those owning government bonds. 
George L. Leffler2 :rurther substantiates the tremen-
dous growth ot the stock market by saying: 
For many years there were no exact figures on 
the number of stockholders in the country, with 
estimates running from 5.5 to over 10 million. 
In 1951 the New York StoCk Exchange employed a 
well-known research organization to conduct a 
study and proTide a reasonable sound estimate 
o:r their number. 
This Kimmel research organization estimated that 
there were 6,490,000 individuals who held st0ck 
in publicly owned corporations in 1951. In 
lMeoormack, Edward L., Control ot Securities Trading, 
Master's Thesis, Boston University, ~55, p. 4. 
2Letfler; George L., The Stock -Market, The Ronald 
Press Company, New York, 1~, p. 5. 
early 1956 the New York Stock Exchange istimated 
that the number had grown to 8,630,000. 
One of the reasons for the extensive growth in the 
investment field is that educated people have shown a 
great interest in the stock market. The Kimmel study2 
showed that: 
There is a definite correlation between educa-
tion and stock ownership. The percentage of 
the population owning stocks rises steadily 
with the amount of education. Few individuals 
own stock who have less than a high school 
education. The percentage jumps rapidly for 
individuals who have gone to college and is 
highest of all for college graduates. 
There is a distinct relationship between occupa-
tion and stock ownership. Administrative 
executives own a greater percentage ot stock 
than any other individual class. The next 
greatest percentage is owned by operating 
supervisory officials, professional workers in 
technical fields, and professional workers who 
render personal service. The next group, sales 
personnel, is followed by clerical and kindred 
workers in offices, factories and stores. 
Good economic conditions also have influenced the 
public to invest its funds in securities. Leffler points 
out that there is a definite relationship between income 
status and the ownership of stock: 
Generally, the higher the income the greater 
the probability that an individual will be a 
stockholder. A majority of family units with 
incomes of $10,000 or more own stocks, con-
trasted with orily 20 per cent for the $5,000 
lAs quoted by George Leffler in The Stock Market, 
1957' p. 6 • . 
•2 6 ~., p •• 
ll 
to ~~ 1 000 grou~, and 7 per cent for those with 
incomes under $5,ooo.l 
- •· 
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Leffler2 points out that women make up a large segment 
of the stock market in his statement: 
Women are extremely important in number as stock-
holders. The Kimmel study indicated that in 1951, 
3,230,000 women owned stock, contrasted with 
3,260,000 men. 
In 1956, the New York Stock ExChange estimated 
that the number of · female stockholders had -
increased to 4,455,000 and the number of male 
stockholders to 4,175,000. _ 
Another important reason for the tremendous growth in 
the stock market is mutual funds. These mutual fund com-
panies, by stressing professional management and diversifi-
cation, have attracted -man,- small investors into the 
inves.tment c field. Others responsible for the growth ot 
the stock market include institutions and foundations, 
insurance companies, pension plans, and fiduciaries, such 
as trustees and guardians. 
Some individuals enter the stock market field for 
different reasons. The Kimmel study found that: 
Men and women differ somewhat on the reasons 
they give to justify ownerShip. For men, 
appreciation is the primary justification, 
followed by yield, interest in the company · 
Where employed, and by the advice of banker, 
lAs quoted by George Leffler in The Stock Market, 
19-57, p. 7. 
2~., p. 8. 
broker, or attorney.. Women have di£ferent 
reasqns £or ownership. The primary one is 
inheritance or gift, .followed by appreciation, 
yield and advice. 
While the growth of interest in the investment field 
has been substantial, Leffler2 points out that the New 
York Stock Exchange undertook a survey in 1954 and found 
that only 23 per cent of the adult population could de£ine 
common .s.tock adequately. Only 10 .per cent of the adult 
population would consider investing their money in com-
mon stocks. He states. that there are many reasons why 
more individuals do not buy stock: 
The risk of losing money appears to be the most 
important reason why people do not buy stock. 
Next · appears to .be the fact that common stocks 
are not good investments when the general price 
level gpes dow.n. A third reason is the danger 
of long-term capital depreciation. 
However,· probably one-third of all individuals 
do not know enough about common stocks even to 
know the disadvantages of ownership. Perhaps · 
the whole matter of why individuals prefer other 
investments to common stocks can be summed up by 
saying that they believe these other investments 
sa£er and that they know more about them. 
James William Crews made a study of customer under-
standing of banks and banking services. He discovered 
that the average citizen needs to understand the functions 
of finance; ot~erwise, he tends to reject what he cannot 
. 
understand. 
lAs quoted by George Leffler in The Stock Market, 
1957, p. 8. 
2Ibid~,P· 8. 
- ·'' 
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Crews1 feels that: 
Perhaps no segment of the present day American 
economy deserves and even demands more adequate 
understanding by the average citizen than does 
the area or finance, banking, insurance, credit, 
and investments. An understanding of the func-
tions of finance · by the average citizen is 
important bec.ause a person should have a minimum 
knowledge of the functions of finance in order to 
appreciate the American economy. The urgency and 
necessity for. persons to understand the American 
economy is increased since psychologists haTe 
observed that people tend to re ·ject what they do 
not understand. 
Mary Finke and Helen Knox2 are in agreement with 
George Leffler's statement concerning the reason tor the 
average individual's lack of understanding ot investments: 
Many women seem to . suffer a sort of mental 
paralysis at the mere thought of buying or 
managing securities. Such women apparentl,-
regard stocks and bonds as dangerous, costly, 
incomprehensible objects that any day may 
turn out to have no value at all. Yet almost 
any woman, sooner or later, may have to deal 
with the investment of fairly sizeable sums; 
and many a widow or daughter finds herself 
facing a whole portfolio of securities. 
Finke and Knox point out the necessity for the under-
standing of investmen_ts: 
A reasonable understanding of what investments 
are and an intelligent continuing interest in 
the field of investment will make a better 
informed citizen and a wise investor. 
lorews, James William, Customer Understanding of Banks 
and Banking Services, Doctor's Thesis, Indiana University, 
1955, p. 4. 
2Finke, Mary Berkeley, and Knox, He1en, Mon~~' 
G. P. Putnam & Sons, New York, 1950, p. 194-5. · 
-) "'. 
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Even if a person intends to leave his invest-
ment problems in the hands of. a specialist, he 
needs enough understanding to be able not only 
to judge whether any given specialist is really 
competent, but also to evaluate his performance 
in light of market conditions.! 
15 
J. Everett Boyer undertook a survey to determine 
whether sound investment principles were being followed by 
investors in rural communities. He mailed out 425 question-
naires and 204 were returned. He found that 27 occupations 
were represented, the largest percentage being farmers. 
The study showed that 3.4 per cent owned stocks and 
6.9 per cent owned bonds, while 85 per cent of the people 
investigated had neither postal savings nor a savings 
account. Four per cent indicated that they were influenced, 
by mailed literature and by newspaper advertisements, to 
purchase investments. · 
According to the Royer study, the desirable factors 
which were most frequently considered in making invest-
menta were: 
1. Measures of the investment to home ------80.6% 
2. Measures of confidence in management · · 
of the company --------------------------69% 
3. High rate of return ---------------------53% 
4. Dun & Bradstreet credit ratings ---------53% 
The survey showed that the subject of investments 
was taught about three periods a year. The author felt 
: 
1~., p. 195. 
that if the parents were inadequately taught that it c~ 
be logically assumed that their children are also in-
adequately prepared to be wise investors.l 
The preceding studies indicate that a need for under-
standing the investment field exists. At one time the 
market was only for the wealthy. Now, with so many small 
investors interested in the investment field, the picture 
has changed. 
· People have some extra money that they would like to 
put to work, but the opportunity to invest comes without a 
set of instructions. R. c. Effinger2 states that while the 
investor has some idea of what he wants to accomplish, he 
will not succeed unless he has a definite plan: 
Each investor has some vague idea as how he wishes 
to invest his money, what he hopes to accomplish 
by so doing, and what investment facilities are 
at his disposal. 
If one wanders aimlessly, he is not likely to 
get anywhere in particular. 
Cronin is in agreement with Effinger in regard to a 
newcomer's objective in the investment field: 
It is almost universally assumed that one with 
limited resources would rather own 10 shares ot 
a particular stock than one share of another 
stock whose market value is ten times greater 
than that of each share of the former stock. 
lRoyer, J. Everett, Investment Principles as Practiced 
In Five Rural Communities In indiana, Master's Thesis, 
Ball State Teachers' College, 1940, p. 10-14. 
2Effinger, R. c., A B C of Investing, Harper & Bros., 
New York, 1953, p. 9. 
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The reason for this is possibly a combination of 
the psychological effect of owning 10 share.s 
rather than one, and the dream of a very rapid 
capital appreciation through a soaring rise ot a 
low-price stock.l 
While a beginner wants to select a low-price stock 
and see it rise to tremendous heights, an experienced 
investor is more cautious and thorough in ·making an 
investment. Cronin2 points out the need for studying the 
market conditions and keeping alert to current business 
and economic conditions: 
The small investor should make every effort to 
gain whatever knowledge he can of general 
business conditions and of economic factors 
which might affect the stock market, a 
particular industry or a particular company. 
It is not expected that the small investor make 
these subjects a full-time study, but he should 
be willing to devote as much time as possible 
to a security previous to its selection tor 
his portfolio, and keep a watchful ·e:re on all 
the securities he uwns or is interested in. 
This involves constant alertness on the part of 
the small investor to current business and 
economic conditions. 
He further believes that there are a number ot factors 
that should be taken into consideration by any investor 
when he is contemplating investing in securities: 
1. Business cycle. The present phase ot the 
business cycle along with its indicated 
trend is always an important element of 
control in the action of security markets. 
lcronin, Edward Henry, Common Stocks and the Small 
Investor, Master's Thesis, BOston University; ffi2, p. 1. 
2Ibid., p. 12-13. 
- !'1 . 
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2~ 
3. 
4. 
Business barometers. The barometers are 
considered a means or measuring business 
activity and its direction. These 
barometers include such items as bank 
clearings and debits, commodity prices, · 
crop conditions, gross national product, 
national income, and the cost or living 
index. 
Stock market. The condition or the stock · 
market is important to the small investor. 
Although it is known that the stock market 
reacts to the condition and activity of 
business, it should be reali~ed qy all 
investors that business might react to the 
condition and activity of the stock market. 
Taxation. Another important factor to con-
sider is taxation. Profits made on the sale 
or securities held for more than six months 
are taxed at one-half, or less, of the rate 
applicable to dividends and interest. 
Strikes. Strikes and politic~ action also 
oear watching by the investor. 
In SQmmary, the -investor must be aware of all 
these happenings, and have the capacity t~ 
give some kind of interpretation to them. 
.. . 
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Since it appears that a thorough knowledge of invest-
menta is necessary before one can invest properly, many 
experts feel that sound advice should be given, especially 
in speculative matters. According to Benjamin Graham, the 
average investor being an amateur depends on advice from a 
variety of sources more than ant other business does: 
The investment of money in securities is unique 
among business operations in that it is almost 
always based in some degree on advice received 
from others. Tbe great bulk of investors are 
amateurs. Naturally they feel that in choosing 
their securities they can prof! t by professional 
guidance. 
Advice on investments may be obtained from a 
variety of sources. · These include: (1) a 
relative or a friend, presumably knowledgeable 
in securities; (2) a local commercial banker; (3) a brokerage firm or investment banking 
house; (4) a financial service or periodical; (5) an investment counselor.l 
Anderson2further developed this idea that sound advice 
is essential in investment and speculative matters: 
As a result of widespread ownership of securities 
in this country there has developed a demand for 
sound advice in investment and speculative matters. 
In answer to this demand a great many investment 
and trading advisory services have been developed. 
Obviously the value of such service to the pro-
spective trader or investor depends upon the 
accuracy of the recommendation or forecasts 
measured in terms of profit. 
It would be presUmptuous for any individual, alone 
and unaided, to expect to reap the really great 
benefits that are available in the stock market. 
It is the worst possible mistake to assume, as do 
so many investors of only brief experience, that 
ev,ery security listed on the stock exchange will 
advance substantially under business recovery. 
Eugene J. Riordon in his thesis has stated that he 
believes that sound advice should be given to the in-
experienced investor for the folloldng reasons: 
There are only a very small percentage or non 
· professional stock market traders who are able 
to make money. The market doesn't act on what 
lGraham, Benjamin, ·The Intelligent Investor, Harper 
& Bros., New York, 1954, p:- 49. 
2Anderson, William Charles, Comparison of ~ 
Investment Counsel House s , S a·c-helo'r of Business 
Administration, Northeastern University, 1938, p. 4-16. 
.... ·' 
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everybody knows, but on What the best informed 
·people know or anticipate concerning conditions 
in four ·or six months' time. Forthcoming news 
and events for as far ahead as can be seen are 
among the main influences determining the prices 
of today, and since the index price is based on 
this price~ they provide a usefUl clue regarding 
the future. 
Ninety-five per cent· of all speculators lose money 
because they buy somewhere near the high and sell 
at the low. The average non professional market 
tra~er will hold his stock for a few more points 
rise. His natural greed makes him hold while 
his better judgment tells him to sell.l · 
Riordon2 holds the theory that beginning investors 
should realize the dangers of low-priced stocks, especially 
if they are of a speculative nature: 
No one should purchase low-price stock without 
being aware of their speculative nature. A 
novice speculator would be very unwise to invest 
all his savings in a low-price stock unless he 
had accurate and reliable information regarding 
the comPany and its possibilities of making 
profits. 
Many small investors feel co.nvinced that the best way 
to invest is to put your money into investment trusts and 
have someone else make the important decisions. 
In 1935 Shanfield predicted thmt investment · trusts 
were in a position to grow in large volume: 
Investment trusts have started the foundation or 
a sound .financial structure which will .form the 
basis .for s~rong institutions in the .future. 
lRiordon, Eugene J., Speculating In Low-Price Common 
.Stocks, B a:.ehel·or or Business Administration, Northeastern 
University, 1935, p. 15. 
2~., p. 59·. 
•· ' 
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They are now in a position fo reap the full 
benefit of a rising market. 
21 
The predictions of Shanfield have been fulfilled. The 
National Association of Investment Companies2 reported that 
net assets of 144 funds at the end of May went over the 
$10 billion mark. 
The problems of investing are many for the average 
person and perhaps Edward Dies3 summarizes the problems most 
adequately as he points out: 
It is perfectly astonishing, said a leading 
economist, why people struggle to accumulate 
money and then give relatively little thought 
to its safe investment. 
Yet there never was a time when abundant invest-
ment information was so readily available. This 
very abundance seems to bewilder the average 
investor. He is awed by the imposing statistical 
tables and confused by the pontifical market 
jargon of some investment service experts, writers 
who strive to hedge their opinions in a cloud of 
words. 
In the end most investors simply turn to others 
for advice. All investors cannot hope to become 
financial experts, but all investors, regardless 
of confidence in their advisors, can and should 
study closely the particular investments into 
which they are drawn. Such intelligent effort 
will reward them over a period of years. Blind 
faith has no place in the realistic · field of 
investment. 
1shanfield, Samuel, How the Depression Has Influenced 
Management ' Investment TrustS and Their ProoaDie FUture 
Trend, Bachelor of Business Adniinistration, Northeastern 
University, 1935~ p. 71. 
2 ' 
In the Markets, Business Week, June 21, 1958, p. 140. 
3Dies, Edward, Behind The Wall Street Curtain, 
Public Affairs Press, Washington, D.C:-;-T9:S2, p. 136. 
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The foregoing studies cited are but a few of the many 
which stress the need for customer understanding of invest-
ments and investment services. The next chapter presents 
the procedural steps taken in conducting this study. 
CHAPTER III 
PROCEDURES 
The data for this thesis were gathered and compiled 
according to the following plan: 
1. Approval to make a survey of investment firms was 
secured from the sChool authorities. 
2. An analysis was made of related literature in the 
field, including magazines, pamphlets, and books issued 
by private industry and the stock exchanges. 
3. Theses in Boston University, Harvard University, 
and the Northeastern University Libraries were read to 
obtain a background for the study. 
4. A tentative check list was developed to be used 
in preliminary interviews with eight selected firms and 
the president of the Boston Stock Exchange. 
5. Appointments were made with eight investment firm8 
and the suggestions of the interviewees were utilized in 
revising the check list. 
6. The revised check list was submitted to the seminar 
in business education conducted at Boston University and 
further revised according to the criticism and suggestions 
made by the seminar. 
7. The book entitled Securi tz .. Dealers of North America 
was used in selecting firms in Boston, Springfield, Worcester, 
and New York City to which the check lists were to be sent. 
8. The check list, together with a letter of trans-
lnittal, was sent to 175 investment firms. 
9. Follow-up postal cards were mailed out to those 
firms not responding within three weeks after the mailing 
of the check lists. 
10. Personal interviews and telephone calls were made 
in the Boston Area in an effort to obtain the check lists 
that were not returned. Additional check lists were sent 
to the firms requesting them. 
11. The data received were tabulated and analyzed. 
12. A summary and conclusions were written based on 
the findings of the study. 
In the next chapter, Chapter IV, the information from 
the data sheets will be found in tables with an analysis 
and interpretation of each table. 
• · !t. 
CRAFTER IV 
ANALYSIS AND INTERPRETATION OF DATA OBTAINED 
FROM QUESTIONNAIRES 
In order to insure a high return, the questionnaire 
was developed so that the 44 items could be answered 
_quickly by placing a check mark in one of the appropriate 
columns. The respondents were requested to indicate 
their opinion of the extent of customer understanding of 
investments by checking one of three columns: Highly 
important, desirable but not important, and not necessary. 
It was then mailed to 175 investment firms. At the 
end of the second week, 45 questionnaires, or 25.7 per 
cent of the total mailed, were returned. After the third 
week, a follow-up postal card was mailed, which resulted 
in an additional return of 17 check lists, bringing up 
the total questionnaires returned to 63, or 36 per cent. 
Letters were written to New York firms to obtain 
additional replies, and personal calls were made locally 
to stimulate the return of the questionnaires. This 
resulted in the total return of 100 check lists, or 57.1 
per cent. 
Three questionnaires were returned with a notation 
that their firms had a policy not to participate in sur-
veys of this sort. Two other questionnaires were returned 
because the writers said that their customers were very 
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intelligent and they felt that filling out the questionnaire 
would be of no value to the study. Two other firmB felt 
that every item in the survey was highly important. These 
check lists were not used in this study. Sixty-eight, or 
38.9 per cent of the check iists issued, were not returned. 
The following table shows the results from the survey: 
TABLE I 
RETURNS FROM THE SURVEY OF 175 INVESTMENT FIRMS 
Returns Number Per Cent 
Lists completed and returned 100 57.1 
Lists returned blank 5 2.9 
Lists returned with all items 2 1.1 
checked "most importantn 
Lists not returned 68 38.9 
Total mailed 175 100.0 
Table II shows the findings of the survey covering 
the customer's general knowledge of investments. 
TABLE II 
OPINIONS OF 100 INVESTMENT FIRMS 
CONCERNING THE NEED OF CUSTOMER UNDERSTANDING 
IN THE GENERAL KNOWLEDGE OF INVESTMENTS 
Desirable Not Failed 
General Knowledge Highly but not Nee- to 
of Investments Important Impor- essary Answer 
Functions of broker, 76 22 2 0 dealer or agent 
Difference between bid 71 
and asked price 29 0 0 
Rights 63 27 10 0 
Cost of buying and 61 30 5 4 
s;elling stock 
How to read the ·58 35 1 6 
:financial page 
Purpose o:f the 50 46 4 0 stock exchange 
Warrants 46 39 13 2 
Combination of Listed 41 35 15 9 · and "Over-the-counter'' 
houses 
Listed houses 38 35 11 16 
Money rates 37 49 13 1 
Over-the-counter houses 34 34 10 22 
Proxies 34 52 13 1 
How orders are placed 34 57 8 1 
and executed 
Bear and bull markets 29 46 22 3 
Totals 672 536 127 65 
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Table II shows the items which were considered by the 
investment firms as the most important for their clients 
to know. They are listed below in order of their frequency 
of importance: Functions ot broker, dealer or agent, 76; 
the difference between bid and asked price, 71; rights, 63; 
the cost of buying and selling stock, 61; how to read the 
financial page, 58; the purpose of the stock exchange, 50; 
warrants, 46; combination of listed and over-the-counter 
houses, 41; listed houses, 38; money rates, 37; over-the-
counter houses, 34; proxies, 34; how orders are placed and 
executed, 34; and bear and bull markets, 29. 
A considerable number of investment firms placed a 
greater emphasis on the following four items as being 
desirable but not important knowledge for the customer: 
MOney rates were considered highly important by 37 firms 
and desirable but not important to know by 49 firms; 
proxies were listed as highly important by 34 firms and 
desirable to know by 52 firms; how orders are placed and 
executed was considered highly important by 34 companies 
and desirable to know by 57 companies; and bear and bull 
markets were considered highly important by 29 firms and 
desirable to know by 46 firms. Twenty-two companies 
felt that the knowledge of bear and bull markets was not 
necessary. 
The extent by which customers lack knowledge or 
understanding of certain types of securities are indicated 
in Table III. 
~ · ! 
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A. 
1. 
2. 
3. 
4· 5. 
B. 
1. 
2. 
3. 
4· 
c. 
1. 
2. 
3· 
4· 
D. 
1. 
2. 
TABLE III 
OFINIONS OF 100 INVESTMENT FIRMS 
CONCERNING THE NEED OF CUSTOMER UNDERSTANDING 
OF THE TYPES dF SECURITIES 
Types Desirable Not Failed 
of Highly but not Nee- to 
Securities Important Important essary Answer 
Bonds 
Convertible 64 28 7 1 
Mortgage 50 38 10 2 
Debentures 50 39 9 2 
Coupon 46 43 10 1 
Registered 42 42 14 2 
Subtotals 252 190 50 8 
Common Stock 
Dividends 
a. Stock 79 16 3 2 
b. Cash 79 17 2 2 
Yields 72 23 2 3 
Stock splits 68 25 4 3 
Voting rights 49 37 12 2 
Subtotals 347 118 23 12 
Preferred Stock 
Cumulative 62 30 6 2 
Noncumulative 56 35 7 2 
Participating 49 41 9 1 
Nonparticipating 47 40 11 2 
Subtotals 214 146 33 7 
Mutual Funds 
Open-end 61 33 5 1 
Close-end 60 34 5 l 
Subtotals 121 67 10 2 
Totals 934 521 116 29 
•· , 
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According to one respondent, the knowledge or the 
types or securities available must be acquired before a 
person knows how to invest properly. Yet, according to 
the replies returned, a need exists for better under-
standing or securities. 
As shown in Table III, a great number or the invest-
ment firms indicated the need for fUrther knowledge in 
regard to the following types of bonds: Convertible, 64; 
mortgage, 50; debentures, 50; coupon, 46; md registered, 
42. 
In the common stock category, 79 firms considered 
stock and cash dividends as highly important, followed 
by yields, 72; stock splits, 68; and voting rights, 49. 
In the preferred group classification, cumulative 
stock was considered highly important by 62 firms; 
followed by noncumulative, 56; participating, 49; non-
participating, 47. 
Open-end funds were considered highly important by 
61 firms, and close-end funds were considered highly 
important by 60 firms. 
Although provision was made on the questionnaire 
for the stating of other items the firms considered 
important, only one firm added that it was highly important 
ror an invest.or to differentiate 11debt 11 from "ownership." 
Table IV presents the need for the customer's under-
standing of security analysis. 
: r \ 
30 
TABLE IV 
OPINIONS OF 100 INVESTMENT FIRMS 
CONCERNING THE NEED FOR CUSTOMER UNDERSTANDING 
OF SECURITY ANALYSIS 
~ms or. KhOwledge Desirable Not Ii'alled 
Necessary for Highly but not Nee- to Security Analysis Important Important essary Answer 
Earnings 85 10 3 2 
Management 76 18 5 1 
Trends of sal.es 75 17 5 3 
and earnings 
Financial position 74 19 3 4 
of the company 
Standing of the 67 25 5 3 
company in the 
same industry 
Book value 32 50 16 2 
Totals 409 139 37 15 
Many respondents felt that their customers should · 
realize the value of checking a company's earnings over a 
period of years before investing their money. This is 
emphasized by Table IV which shows that 85 companies con-
sidered that knowledge highly important, followed in order 
of frequency of responses by management, 76; trends of 
sales and earnings, 75; financial position of the company, 
74; standing of the company in the same industry, 67; and 
book value, 32. 
' ·'"r 
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Only one item was valued as desirable but not important 
knowledge. This was book value, ~ich 32 companies thought 
highly important, 50 companies relt that it was desirable 
to know, and 16 companies considered it unnecessary to know. 
Three respondents added the following to their 
questionnaire as being highly important to know: The price 
in relation to earnings, the price range, and capitaliza-
tion. 
Many rirms felt that their advisees failed to under-
stand that a selection or stock will not provide all 
three requirements: Safety of principal, growth, ~d 
income. The decision of either one of these three items 
depends upon the age and the financial position or the 
investor. 
Table V indicates the emphasis that the majority of 
rirms placed on the importance of their investors' under-
standing of safety, growth, and income. 
Ninety-three companies classified the safety of 
principal as highly important to know, and only 4 firms 
considered the information desirable but not important to 
know. No answer was received from three of the firms in 
regard to this question. Eighty-eight firms c::Lassif'ied 
income as highly important knowledge, and 85 rirms felt 
that growth was highly important. 
f , ~ • 
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TABLE V 
OPINIONS OF 100 INVESTMEBT FIRMS 
CONCERNING THE NEED FOR CUSTOMER UNDERSTANDING 
OF THE PURPOSES OF INVESTMENT 
Purposes Desirable Not Failed 
0~ Highly but not Nee- to 
Investing Important Important essary Answer 
Safety of Principal 93 4 0 3 
Income 88 8 1 3 
Growth 85 10 2 3 
Totals 266 22 3 9 
Table VI indicates the number of companies that 
considered the understanding o~ investment services highly 
impo rta.n t • 
Most of the respondents interviewed felt that tax 
considerations were highly important, especially 1~ the 
customer had a considerable amount of money to invest. Tax 
considerations were given major emphasis by 75 firms and 
advice concerning When to buy and sell by 72 firms. Fifty-
four fi~ felt that the functions of investment counselors 
were highly important, but the investment firms were divided 
in their opinion on the importance of the company reports. 
TABLE VI 
OPINIONS OF 100 INVESTMENT FIRMS 
CONCERNING THE NEED FOR CUSTOMER UNDERSTANDING 
OF INVESTMENT SERVICES 
Desirable Not Failed 
Investment Highly but not Nee- to 
Services Important Important essary Answer 
Tax cons ide rations 75 17 2 6 
Advice when to buy 72 16 7 5 
and selJI. 
Functions of invest- 54 39 2 5 
ment coWlselors 
Company reports 46 46 4 4 
.Holding of securities 41 51 6 2 
for safekeeping 
Totals 288 169 21 22 
Fifty-one companies considered the knowledge of holding 
securities for safekeeping as desirable to know against 41 
companies that considered the information highly important. 
A few of the companies noted that they had discontinued 
the service of holding securities for safekeeping for their 
customers. 
The following items were added to the questionnaire as 
highly important knowledge: The importance of knowing the 
difference between the principal and agent, keeping securities 
in a safe-deposit box, and having confidence in the broker 
you select. 
Space was provided at the end o~ the check list ~or 
any comments or suggestions that the investment ~irma 
might wish to make. Some o~ the more interesting comments 
received ~rom the investment firms are given below: 
The more everyone knows, the better; but i~ the 
investor has a good advisor; the investor need 
not know everything himsel~. 
Investing is more complex than medicine and you 
would not think of trying to make an amateur 
physician. 
In every case it should be the duty of the 
broker to clarify. all the above points when 
discussing investments with an individual. 
In my opinion, most o~ the investors should 
delegate the problems of investing to a full-
time professional. 
I do not believe that the average individual, 
giving only part of his time to investments, 
can make a success of investments. And, 
moreover, a little knowledge is dangerous. 
It is most important that you know the person 
with whom you are dealing. A well-in~ormed 
investment advisor, no matter what type of hom,e 
he is connected with, should be the first 
requirement of any investor. 
A little knowledge usually causes the investor 
to feel that he knows everything that there is 
to know. It is much better to try to find an 
honest security dealer who is independent; then 
take his advice, as you would take the advice 
o~ a lawyer or a doctor. 
,,_ .. 
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SUMMARY 
There are many avenues of thought in regard to the 
proper knowledge that is necessary if an investo.r is to 
make a success of his venture into the stock market. 
The concensus of opinion among the investment firms 
is to find a good broker, depend upon him to select the 
proper stocks and bonds, and heed his advice as to the 
time to buy and sell the shares of stock. The brokers 
point out that in this way the investor does not need to 
know the current and market conditions because the broker 
will analyze the market and watch the developments. · Thus 
the investor is released from all the minor details and 
worries. This is a good argument, but research shows that 
it is the large accounts that are being closely watched 
and guided, rather than the small accounts. 
On the other hand, people can become too dependent 
upon the advice they receive from their broker; and the 
latter loses considerable time reminding his clients that 
certain things have to be done at the proper time. Then, 
too, how can an investor be sure that he is getting the 
proper advice? 
,; 
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Since it is logical that the small owner will not get 
the same attention that a large investor will get, it be-
comes important that the small investor have a better know·l-
e dge of investments than he has. The study has shown that 
., .,. , 
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many weaknesses in the knowledge of the fundamentals of the 
stock market exist. One of the largest of these is that 
many people do not understand the functions of the broker, 
dealer or agent. Also they do not know how to handle rights, 
and how to read and interpret the financial page. Another· 
troublesome spot is the customer's understanding o·f the 
cost involved in buying and selling stocks, and his knowl-
e .d ge of the difference between the bid and asked price. 
Many brokers feel that their customers have an 
adequate understanding of bonds. But the investor needs to 
understand that if he possesses a conve·rtible bond, he 
should know when to exercise his right and convert the bonds 
into stocks, as proper timing can be very rewarding. 
The section in Which c~stomers are in dire need of 
further instruction is in the knowledge of security analysis. 
Eighty-five firms considered earnings highly important, which 
mem s that too many customers do not: watch the companies' 
previous earnings over a certain period of years. Some of 
the other items that encourage further training and knowle~ge 
are the realization of the importance of good management, 
the ability to predict the trends of sales and earnings, and 
an alertness in judging the financial position of a company. 
More than 50 per cent of the investment firms consider the 
standing of th·e company with other companies in the same 
industry to be of vital importance. This means that either 
the individual is not paying very much attention to these 
points when he is inve•ting his money, because of lack of 
knowledge; or else, he is too dependent upon his broker 
f'or advice. 
Many respondents say that too many of their clients 
f'eel that when they invest they want s af'ety of principal, 
a good income, and a growth stock. . They do not comprehend 
that all three conditions do not prevail in the selection 
of stock and that many factors enter into the decision 
concerning the selection. For this reason the firms placed 
strong emphasis on safety of principal when they answered 
the questionnaire. Ninety-three firms checked safety of 
principal as being highly important knowledge, and 85 
checked growth as being highly important. 
In another section of the questionnaire it was revealed 
that 75 investment firms stressed tax considerations as the 
item to consider highly important. Seventy-two firms decided 
that people did not use, to proper advantage, the advice 
given them as to the most prof'itable time to buy and sell 
stocks. Thus it appears that further knowledge in the 
investment field is necessary. 
In the next chapter the findings of the study are 
summarized and the recommendations are presented. 
CHAPTER V 
SUMMARY OF THE FINDINGS AND RECOMMENDATIONS 
The problem of the investigation was to study the 
nature and extent of customer understanding of investments 
and investment services. The data obtained should be 
helpful to business teachers and to the stock exchanges 
that seek to improve the understanding ·of investors. 
The questionnaire was broken down into six parts: 
General knowledge, the knowledge of the types of securities, 
the knowledge of security analysis, miscellaneous, individual 
requirements, and the understanding of investment services. 
One hundred and seventy-five of these questionnaires 
were mailed to a partner or an officer of an investment 
firm with instructions to indicate his opinion for improv-
ing customer knowledge where the need exists by checking 
one of three columns: Highly important, desirable but not 
important, and not necessary. 
The following findings were formulated based upon the 
data obtained in the survey: 
1. Customers should have a better understanding of 
the functions of broker, dealer or agent was the opinion 
of 76 firms, understanding the cost of buying and selling 
stock, 61; how to ·read the financial p age, 58; and the 
purpose of the stock exchange, 50. 
2. Less than half the respondents considered these 
items in the general knowledge group as highly important: 
Warrants, combination of listed and over-the-counter houses 
' 
·" ' 
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how orders are placed and executed, and bear and bull markets. 
3. Opinion was divided about evenly on the importance 
of the customer understanding the stock exchange, warrants, 
and listed and over.-the-counter stocks; while more companies 
felt that information regarding money rates, proxies, how 
orders are placed and executed, and bear and bull markets 
were desirable rather than highly important. Twenty-two 
firms felt that the information regarding bear and bull mar-
kets were unnecessary for their customers to know. 
4. The replies to the questionnaires showed that 
convertible bonds were .considered highly important knowledge 
by 64 firms, mortgage bonds by 50 firms, and debentures by 
50 firms. Investment firms were practically evenly divided 
as to the degree of importance of coupon and registered bonds, 
with 46 companies considering coupon bonds highly important 
and 42 desirable but not important. The responses concerning 
registered bonds were divided evenly: 42 firms considering . 
the information highly important and 42 considering it only 
desirable to know. Fourteen firms considered registered 
bonds not necessary for the customer to know. 
5. The tabulation of respondents concerning common 
stocks showed that 79 firms believed that the investors 
should have a better understanding of stock and cash dividends, 
72 firms felt that their customers should understand stock 
splits, and 49 firms thought their clients should have a 
41 
better understanding of voting rights. 
6. Sixty-two firms stressed cumulative preferred stock 
as highly important and 56 firms felt that noncumulative stock 
was highly important. Less than 50 per cent of the firms 
considered participating and nonparticipating stocks impor-
tant. 
7. MOre investments should be considered from the point 
of view of earnings, management, trends of sales and earn-
ings, financial position of th·e company, the standing of the 
company in the same industry, and book value. 
8. The majority of the firms felt that safety of 
principal, income, and growth were extremely important for 
their customers to understand. The greatest emphasis was 
on safety of principal, 93; income, 88; and growth, 85. 
9. In the field of investment services the respondents 
indicated tax considerations as the most important knowledge 
for a customer to understand followed by accepting advice 
when to buy and sell. Less than 50 per cent considered 
company reports and the holding of securities for safe-
keeping as important knowledge. 
The areas in which the customer needs further under-
standing or investments are: Safety of principal, income, 
growth, earnings, stock and cash dividends, functions of 
broker, dealer or agent, management, trends of sales and 
earnings, tax considerations, the financial position of the 
company, the difference between bid and asked price, and 
yields. 
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RECOMMENDATIONS FOR IMPROVING INSTRUCTION ON INVEST~illNTS 
As a result of this study the following recommendations 
are submitted: 
1. More emphasis should be placed on instructing the 
investing public on the functions of broker, dealer or agent, 
on the difference between the bid and asked price, how to 
exercise rights, how to read and interpret the financial page, 
and the cost involved in buying and selling stocks. 
2. While a good understanding of bonds exists among 
the investors, they need to know that convertible bonds can 
be exchanged for stocks if the price is right. 
3. The investing public needs a more thorough knowl-
edge of stock and cash dividends, yields, and what stock 
splits actually are. 
4. Decided weaknesses in security analysis exist and 
the greatest emphasis should be placed on company earnings, 
management, trends of sales and earnings, the financial 
position of the company, and the standing of the company in 
the same industry. 
5. .Additional instruction should be given to the 
investor as to the difference between safety of principal, 
income and growth. 
6. More emphasis should be placed on instructing the 
public on tax considerations, advice when to buy and sell, 
and on the functions of investment cotinselors. 
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APPENDIX 
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Under the direction of Associate Professor Lester I. Sluder 
of Boston University, I am undertaking a survey of invest-
ment firms to determine the extm t of customer understanding 
of investments and investment services. The survey is 
being made for the purpose of summarizing the information 
received and thereby enabling me to determine the weaknesses 
of customer understanding. 
The enclosed check list has been arranged so that most 
items can be answered quickly. May I assure you that all : 
the information will be kept confidential and will be used 
in summary tabular form only. 
Your prompt response to the inquiry will be a worth-while 
contribution to business education. A self-addressed 
envelope is enclosed for your convenience. 
Sincerely yours, 
Anne E. Gedges 
Enclosures 
.ASPECTS OF INVESTHENTS ABOUT WHICH CUSTOMERS 
LACK KNOWLEDGE AND UNDERSTANDING 
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Instructionsi In the appropriate colu~~, indicate with a 
check mark the extent to which you feel a need exists for 
improved customer knmJledge of investments and investment services. 
I. General Knowledge 
A. 
Highly 
Impo~t~emt 
How orders are placed 
and executed ( ) 
B. Purpose of the stock 
exch8nge ( 
c .. Difference between listed 
and 11 over the counter 11 houses 
1. Listed ( ) 
) 
) 
2. Over the counter ( 
c. Combin E: tion of both ( 
D. Difference between bid 
and asked price ( ) 
) 
) 
E .. 
F. 
G. 
Cost of buying and 
selling .stocks 
Beer end bull mcrkets 
How to re ad the financial 
page 
H. Function of broker or 
dealer or agent 
I. Others 
II. Knowledge of Types of Securities 
A. Bonds 
1. Mortgage 
2. Debentures 
3, Coupon 
4. Registered 
5. Convertible 
B. Common Stock 
1. Dividends 
a. Stock 
b., Cesh 
2. Stock splits 
3. Voting rights 
4. Yields 
C. Preferred 
1. Oumul s tive 
2. Non cumulative 
J. Participating 4. Non Participating 
( 
( 
( 
( 
( 
( 
( 
{ ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
Desirable 
but not 
Importent 
( 
( 
( 
( 
) 
) 
) 
) 
) 
) 
) 
) . 
) 
) 
) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
Not 
Necessary 
( 
( 
( 
( 
( 
( 
( 
( 
) 
) 
) 
} 
) 
) 
) 
) 
( ) 
( ) 
( ) 
( ) ( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
( ) 
_, 
.. ' 
" 
Desirable 
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Hi ghly but not Not 
Import ant Important Necess:ary 
D. Mutuel funds 
1. open end ( ( ) 
2. close end ( ( ) 
III. Knowledge of Security Analysis 
A. Financial position of t 'he 
comp any ( ( ( ) 
B. Standing of the company 
in the s ame industry ( ) ( ) ( ) 
c. Earnings ( ) ( ) . •· ( ) 
D. Management ( ) ( ) ( ) 
E. Book V2 lue ( ) ( ) ( ) 
F. Trends of s el e s & e arnings ( ) ( ) ( ) 
Other 
IV. 11iscel1 Bneous 
A. Proxies ( ) ( ) ( ~ B. Warrants ( ) ( ) ( 
c. Money rates ( ) ( ) ( ) 
D. Rights ( ) ( ) ( ) 
Other 
v. Individual.. Requiren:e nts of a Custome r . 
A. Sc.fet y of princ ipa]. ( ) ( ) ( ) 
B. Gro'.J th ( ) ( ) ( ) 
c. Inc ome ( ) ( ) ( ) 
VI •. Unders C;ending of Investment Service a 
A. Hold ~ng of securities for 
s qfo i·~ e eping ( ) ( ) ( ) 
B. Comp any re porta ( ) ( ) ( ) 
c .. Adviee when to buy and sell ( ) ( ) ( ) 
D. Functions of investment 
c oun 28l lors ( ) ( ) ( ) 
E. T 8 X conf3 iderations ( ) ( ) ( ) 
OthGI'8 
'-' 
Nnme of Res po.c.de n t Name of Company 
.t .. INVESTMENT FIRMS REPRESENTED IN THIS STUDY"' 
Weston W. Adams & Company 
55 Kilby Street 
Boston 9, Massachusetts 
Joseph M. Batchelder Go., Inc. 
111 Devonshire Street 
Boston 9, Massachusetts 
'Bishop-Wells Company 
185 DevonShire Street 
Boston 10, Massachusetts 
Brown Brothers Harriman & Company 
10 Post Office Square 
Boston 9, Massachusetts 
Nelson s. Burbank Company 
80 Federal Street 
Boston 10, Massachusetts 
Burgess & Leith 
53 State Street 
Bost0n 9, Massachusetts 
Carr & Thompson, Inc. 
31 Milk Street 
Boston 9, Massachusetts 
Childs, Jeffries & Thorndike, Inc. 
50 Congress Street 
Boston 9, Massachusetts 
Clayton Securities Corporation 
79 Milk Street 
Boston 9, Massachusetts 
Goffin & Burr, Inc. 
60 State Street 
Boston 9, Massachusetts 
Percy G. Crocker & Company 
19 Congress Street 
Boston 3, Massachusetts 
Ghas. A. Day & Co., Inc. 
Washington at Court Street 
Boston 8, Massachusetts 
-!}25 companies failed to identi:f'y themselves. 
50 
The Dominion Securities Corporation 
140 Federal Street 
Boaton 10, Massachusetts 
du Pont, HomBey & Company 
31 Milk Street 
Boston 9, Massachusetts 
EStabrook & Company 
1.5 State · St:reet 
Boston 9, Massachusetts 
Gibbs & Company 
.507 Main Street 
Worcester, Massachuse~ts 
Sherman Gleason & Co., Inc. · 
7 \'Vater Street 
Boston, Massachusetts 
J. H. Goddard & Co., Inc. 
8.5 Devonshire Street 
Boston 9, Massachusetts 
Goodbody & Company 
140 Federal Street 
Boston 10, Massachusetts 
Gregg, Storer & Co., Inc. 
30 Federal Street 
Boston 10, Massachusetts 
-Gordon B. Hanlon & Company 
10 Post Office Square 
Boston 9, Massachusetts 
Hayden, Stone & Comp~y 
10 Post Office Square 
Boston 7, Massachusetts 
Carrol Hoffman & Company 
89 State Street 
Boston 9, Massachusetts 
Hutchinson & Company 
50 Congress Street 
Boston 9, Massachusetts 
W. E. Hutton & Company 
7.5 Federal Street 
Bos~on 10, Massachusetts 
Josephthal & Company 
19 Congress Street 
Boston 9, Massachusetts 
Boston University 
School of Education 
Library 
51 
Keizer & Co., Inc. 
19 Congress Street 
Boston 9, Massachusetts 
Keller & Company 
31 State Street 
Boston 9, Massachusetts 
Kidder, Fe abo dy & Co • 
75 Federal Street 
Boston 10, Massachusetts 
Lee Higginson Corporation 
50 Federal Street 
Boston 7, Massachusetts 
Lerner & Co. 
10 Post Ottice Square 
Boston 9, Massachusetts 
Long & Nash 
15 Congress Street 
Boston 9, Massachusetts 
Loomis, Sayles & Co., Inc. 
140 Federal Street 
Boston 10, Massachusetts 
Merrill Lynch, Pierce, Fenner & Beane 
18 Milk Street 
Boston 9, Massachusetts 
Moors & Cabot 
111 Devonshire Street 
Boston 9, Ma.ssachuse.tts 
H. P. Nichols, Inc. 
50 Congress Street 
Boston 9, Massachusetts 
Paine, Webber, Jackson & Curtis 
24 Federal Street 
Boston 10, Massachusetts 
Perkins & Co., Inc. 
31 Milk Street 
Boston 9, Massachusetts 
Lyman W. Phillips & Oomp any 
199 Washington Street 
Boston 8, Massachusetts 
52 
William s. Prescott &: Company 
201 Devonshire Street 
Boston 10, Massachusetts 
Proctor, Cook & Company 
10 Post Office Square 
Boston 9, Massachusetts 
Arthur Rand &: Company 
31 Milk Street 
Boston 9, Massachusetts 
Reynolds & Company 
19 Congress Street 
Boston 9, Massach~setts 
H. L. Robbins & Go., Inc. 
40 Pearl Street 
Worcester, Massachusetts 
L. F. Rothschild &: Company 
111 Devonshire Street 
Boston 9, Massachusetts 
W. F. Rutter, Inc~ 
19 Congress Street 
Boston 9, Massachusetts 
Schirmer, Atherton &: Company 
50 Congress Street 
Boston 9, Massachusetts 
Sears Corporation 
20 Providence Street 
Boston 16, Massachusetts 
John G. Sessler Company 
10 Post Office Square 
Boston 9, Massachusetts 
Paui D. Sheeline & Company 
31 Milk Street 
Boston 9, Massachusetts 
W. E. Sibley & Company 
10 Fost Office Square 
Boston 9, Massachusetts 
Sides, Morse &: Go • , Inc. 
199 Washington Street 
Boston 9, Massachu-setts 
,_,, ,, 
53 
Spencer, Swain & Co • , Inc. 
10 Post Office Square 
Boston 9, Massachusetts 
Taylor & Co., Inc. 
31 Milk Street 
Boston 8, Massachus:etts 
Townsend, Dabney & Tyson 
30 State Street 
Boston 5, Massachusetts 
White, Weld & Company 
111 Devonshire Street 
Boston 9, Massachusetts 
Dean Witter & Company 
19 Congress Street 
Boston 9, Massachusetts 
Arthur W. Wood Company 
19 Congress Street 
Boston 9, Massachq_setts 
H. P. Wood & Company 
75 Federal Street 
Boston 10, Massachusetts 
New York Firms 
Andrews, Posner & Rothschild 
52 1-/all Street 
New York 5, N. Y. 
Auerbach, Pollak & Richardson 
30 Broad Street 
New York 4, N.Y. 
A. W. Benkert & Co., Inc. 
70 Pine Street 
New York 5, N.Y. 
Richard J. Buck & Company 
39 Broadway 
New York 6, N.Y. 
W. E. Burnet & Company 
11 Wall Street 
New York 5, N.Y. 
54 
Butler, Herrick & Marshall 
30 Broad Street 
New York 4, N. Y. 
·c. F. Childs & Con,pany 
1 Wall Street 
New York 5, N. Y. 
Cohen, Simonson & Company 
25 Broad Street 
New York 4, N. Y. 
Dominick & Domipiek 
14 Wall Street 
New York 5, N. Y. 
Edward J. Duffy & Company 
111 Broadway 
New York 6, N.Y. 
E. H. Gibb & Company 
74 Trinity Place 
New York 6, N.Y. 
Model, Roland & Stone 
120 Broadway 
New York 5, N. Y. 
Parrish & Company 
40 Wall Street · 
New York 5, N. Y. 
Pasternack, Roberts C0mpany 
92 Liberty Street 
New York 6, N. Y. 
Purcell & Company 
50 Broadway 
New York 4, N. Y. 
R. c. Roberts & Company 
32 Broadway 
New York 4, N. Y. 
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